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According to the Global Entrepreneurship Index 2018, Portuguese 
entrepreneurship is suboptimal, namely due to the low capacity of 
networking by Portuguese entrepreneurs. As such, this research 
focuses on the psychological and personality traits that may be the 
origin of this suboptimal performance. To carry out the research, 331 
young adults participated by answering a questionnaire composed out 
of three parts: a sociodemographic part; the Portuguese 
Entrepreneurial Psychological Traits Inventory (PEPTI); and the Big Five 
Inventory (BFI-44). The results show that young entrepreneurs have 
higher scores on the PEPTI and four of the five dimensions of the BFI-
44. However, the differences in Agreeableness are not statistically 
significant, possibly evidencing one of the reasons for suboptimal 
networking skills. As networking capabilities are important for 
successful entrepreneurship, we propose the development of a 
psychological coaching programme for young entrepreneurs with the 
objective to enhance several soft-skills that improve networking 
capabilities. 




Segundo o Global Entrepreneurship Index 2018, o empreendedorismo 
português é abaixo do ótimo, nomeadamente devido à baixa 
capacidade de networking dos empreendedores portugueses. Como 
tal, esta investigação foca-se nos traços psicológicos e de personalidade 
que podem ser a origem desse desempenho abaixo do ótimo. 
Participaram 331 jovens adultos para realizar a investigação, 
respondendo a um questionário composto por três partes: uma parte 
sociodemográfica; o Inventário Português de Características 
Psicológicas Empresariais (IPCPE); e o Big Five Inventory (BFI-44). Os 
resultados mostram que os jovens empreendedores têm pontuações 
mais altas no IPCPE e em quatro das cinco dimensões do BFI-44. No 
entanto, as diferenças em agradabilidade não são estatisticamente 
significativas, possivelmente evidenciando uma das razões para 
competências de networking abaixo do ótimo. Como as capacidades de 
networking são importantes para o empreendedorismo de sucesso, 
propomos o desenvolvimento de um programa de coaching psicológico 
para jovens empreendedores com o objetivo de impulsionr várias 
competências sociais que melhoram as capacidades de networking.   
Palavras-chave: Jovens empreendedores, networking, coaching 
psicológico, traços de personalidade.
 
1. Introduction and Objectives 
Entrepreneurship has become a common word in the European 
and also Portuguese vocabulary, much driven by the pressure 
that the crisis imposed on the labour market, therefore creating 
a need for self-employment alternatives (Beck, Demirguc-Kunt, 
Laeven, & Levine, 2008; Carree & Thurik, 2010; Galvão & 
Pinheiro, 2017). Taking the Portuguese case as an example, the 
more recent years have been a good example of the collective 
effort that has been put in the development of conditions to 
support entrepreneurial initiatives through either hard skill 
training programmes, acceleration programmes, subsidies and 
even public venture capital funds. However, little or no 
evidence is found about support on the soft skill sides, namely 
enhancing certain personality or psychological traits.   
Notwithstanding the fact that several studies have been 
performed about entrepreneurial personality or psychological 
traits among students (Marques, 2016; Rego, 2000) only a few 
studies exist in Portugal about the traits of entrepreneurs or 
established business owners that have already surpassed the 
pre-seed and seed capital phases (Galvão & Pinheiro, 2017). 
However, the need for enhancement of soft skills, specifically in 
networking capabilities, is necessary and a clear indication of 
this need is given in several reports, particularly in the Global 
Entrepreneurship Index 2018 (Ács, Szerb, & Lloyd, 2017). In this 
report, where Portugal ranks 31st among the 137 countries 
included in the research, the weakest area of entrepreneurship 
in Portugal is pointed out to be networking, with a score of 33 
out of 100.  
One of the more recent fields of study, in what concerns 
entrepreneurship and respective psychological or personality 
traits and how to enhance soft-skills, centres its approach on 
(psychological) coaching as a driver for positive change and 
improvement of several of the required skills for successful 
entrepreneurship (Davis, Hall, & Mayer, 2016; Martins, Galvão, 
& Pinheiro, 2017; Premand, Brodmann, Almeida, Grun, & 
Barouni, 2016).  As these studies point out, coaching, and 
psychological coaching in particular help entrepreneurs to 
enhance positively certain traits that may on their turn enhance 
their entrepreneurial skills, namely in what concerns 
networking (Shu, Ren, & Zheng, 2018). 
Other research, points out that some of the Big Five personality 
traits (John, Donahue, & Kentle, 1991; John & Srivastava, 1999), 




are related to (social) networking capabilities, namely 
Extroversion, Agreeableness and Openness to Experience 
(Wolff & Kim, 2012). 
Given the aforementioned and the importance that an excellent 
entrepreneurial development has for the economic growth of a 
country, took us to the conclusion that more research on these 
topics was urgently needed in Portugal, hence the reason for 
carrying out this study. 
As such, the main objective of this study was to research if 
young entrepreneurs show different psychological or 
personality traits when compared to their non-entrepreneur 
peers and if the differences, in case they existed, could evidence 
differences in networking skills, and simultaneously propose a 
psychological coaching programme for higher education 
students that can potentiate networking skills. 
It’s our intention that this study contributes to understanding 
how Portuguese entrepreneurs may improve their (social) 
networking skills, hence improving the overall performance in 
this global and extremely competitive landscape. 
2. Literature Review 
In recent years an increasing number of studies have analysed 
the importance of networking on entrepreneurship. Although 
almost all these studies conclude that there is indeed a 
relationship between networking and successful 
entrepreneurship, only a few studies try to find the exact 
relationships as well as to quantify these relationships. 
The impact of networking on organisations dates back to the 
‘30s of the last century (Jack, 2010), but only more recently 
research has increased considerably focussing not only on 
organisations but also on the relationships between individuals 
and groups and organisations (Parkhe, Wasserman, & Ralston, 
2006). Several studies point out that there is indeed a 
relationship between networks or networking and the manner 
organisations are managed, sustained, or even developed, thus 
creating a central study subject of researchers (Nelson, 2001; 
Nohria & Eccles, 1992). 
The positive impact of networking on business development is 
becoming increasingly consensual, as can be concluded, for 
instance, through the reason why for certain authors, 
networking makes us have to rethink the way businesses are 
shaped and grow (Parkhe et al., 2006) but also given that it is 
one of the fourteen indicators to measure the entrepreneurship 
ranking of countries (Ács et al., 2017). Other studies point out 
that there is a positive correlation between networking and 
company performance (Lee & Tsang, 2001). 
But networking does not only derive from rational or learnable 
skills. It involves, besides business knowledge, a very strong 
component of socio-psychological traits and aspects (Valkokari 
& Helander, 2007). Also, if we take into account Small and 
Medium Sized Enterprises (SMEs) or start-ups an evenly 
unneglectable aspect, is the fact that those traits are intrinsic to 
the entrepreneur and that a SMEs or start-up’s network many 
times will coincide with the founders’ personal networks 
(Biggiero, 2001).  
Several studies about entrepreneurial characteristics, 
combined with the Big Five personality traits, point out that the 
traits that influence networking capabilities of entrepreneurs 
the most are extroversion and agreeableness and these traits 
are proven to have a positive effect on entrepreneurship and 
venture growth.  
The personality trait Agreeableness gives the entrepreneur 
several advantages when it comes to networking capabilities. 
This trait enhances the cooperativeness of the entrepreneur 
(Denissen & Penke, 2008), enhances emphatic interactions 
(Nettle, 2006), and helps the entrepreneur to manage conflicts 
in a more consensual manner (Jensen-Campbell, Gleason, 
Adams, & Malcolm, 2003). Shipilov, Labianca, Kalnysh, and 
Kalnysh (2014) consider that agreeableness helps the 
entrepreneur to not see networking as something with a high 
maintenance and opportunity cost, but rather something that 
he or she does intrinsically.  
Extroversion, the second personality trait extensively presented 
as vital for networking capabilities, acts through the natural 
willingness of extroverts to want to be surrounded by others 
(Lee & Tsang, 2001). Extroverts socialise more in several 
situations, from creating visibility in the work-place up to job-
seeking activities (Forret & Dougherty, 2001; Wanberg & 
Kammeyer-Mueller, 2000). 
Psychological Coaching as a Driver Towards Change 
Higher education students face new challenges in a society that 
is turning more and more towards knowledge and innovation 
capacity, thus posing new requirements on education. The 
modern world seeks entrepreneurial and innovative skills in its 
next generation of workforce and handling these skills will be a 
major differentiation factor for students when entering the 
labour market. Therefore, higher education organisations need 
to adapt to this and also to a growing multicultural environment 
where acquired skills will be put to test more often and in a 
totally different manner than happened until recently. New 
tools for educating students for these new requirements are of 
paramount importance as are the different approaches to 
education where not only hard-skills are necessary but also, and 
in some cases even more important, soft-skills. 
At present times it is consensual that entrepreneurship training 
at higher education institutions is crucial for economic growth 
and wealth creation (Shane, 2004). Simultaneously, higher 
education institutions are adapting to this new need and are 
creating academic entrepreneurial centres, many times 
together with incubators and accelerators, and are also 
motivating students, but also faculty and researchers, to take 
their ideas and discoveries to the market through a manifold of 
possibilities, ranging from patents to spin-offs (Wood, 2009). 
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Studies also conclude that taking up entrepreneurial subjects in 
course curricula in many study areas, increases the students’ 
willingness to create their own businesses (Shinnar, Pruett, & 




As described in Table 1 the sample for this research is composed 
out of students (n=170; 51.4%) and former students (n=161; 
48.6%) of the Instituto Politécnico de Bragança (IPB), a 
polytechnic higher education institute in the North-eastern 
region of Portugal, with a total population of over 7000 students, 
divided among a variety of undergraduate and master courses in 
five different schools, covering distinct areas like, for instance, 
health, technology, management, education and agriculture. 
Table 1 - Participants’ Descriptive Data 
 n % 
Gender 
Male 111 33.5 
Female 220 66.5 
Total 331 100.0 
Former 
student 
Yes 161 48.6 
No 170 51.4 
Total 331 100.0 
School 
students 
ESSA 99 29.9 
ESTIG 41 12.4 
ESACT 30 9.1 
Total 170 51.4 
School former 
students 
ESSA 77 23.3 
ESTIG 38 11.5 
ESACT 46 13.9 





Yes 60 18.1 
No 271 81.9 
Total 331 100.0 
 
As also can be seen from Table, the majority of the sample is 
female (n=220; 66.5%), being the most represented school the 
higher school of health (ESSA), both within the present students 
(n=99; 29.9%) as well as former students (n=77; 23.3%). Of the 
total sample, 60 respondents (18.1%) are developing an 
entrepreneurial project. 
3.2 Instruments 
The data for this research has been collected through the use 
of a questionnaire, delivered to respondents both on paper as 
well as through an online questionnaire, the latter particularly 
for former students who were harder to reach. Participating in 
the research was entirely voluntary, and all questionnaires are 
anonymous. Data collection took place between November 
2017 and April 2018. 
The questionnaire was divided into three parts, being the first 
part composed out of questions to gather socio-demographic 
information, such as gender, age, course (present, or past in the 
case of former students), if the respondent was working on an 
entrepreneurial project, and other information about the 
respondents. The second part of the questionnaire presented 
the Portuguese Entrepreneurial Psychological Traits Inventory 
(Galvão & Pinheiro, 2017) and the third part the Big Five 
Inventory-44 (John et al., 1991). 
Portuguese Entrepreneurial Psychological Traits Inventory 
(PEPTI) 
The Portuguese Entrepreneurial Psychological Traits Inventory 
(PEPTI), developed, tested and validated by Galvão and Pinheiro 
(2017), is a 16 items, self-report inventory measuring three 
entrepreneurial traits, specially adapted to the Portuguese 
language and culture. All items are answered on a 6-point 
Likert-type of scale, being the 6 points used to avoid central-
point answers. Each of the dimensions is scored as the average 
score of its respective items. 
The development of the inventory took place between 2015 
and 2017 and resulted from research involving 486 individuals, 
divided into two samples, of which, in total, 189 were 
established business owners. The inventory, through structural 
equation modelling on both samples, showed excellent model 
fit indices (RMSEA=.036/.052; CFI=.971/.951; TLI=.966/.942).  
The inventory measures three entrepreneurial traits, defined in 
linguistic terms according to the opinion of a test group of 
business owners. These three entrepreneurial traits are 
Pragmatism, with ten items, and which is according to the 
Portuguese entrepreneurs a must for success; Comfort (as in 
“Need for Comfort”), with three items, which contrary to, for 
instance, Anglo-Saxon entrepreneurs, is a real need for 
Portuguese business owners; and Acceptance (as in “Need to 
be accepted by others”), also with 3 items, which represent the 
recognition in society, which Portuguese business owners seek.  
Portuguese business owners, but also starting entrepreneurs, 
score on average higher in all three measured dimensions when 
compared to other respondents. 
 Big Five Inventory-44 (BFI-44) 
The Big Five Personality Inventory-Version 44 (BFI-44; John et 
al., 1991) is a 44-item self-administered personality test. The 
test presents 44 statements, each of which is scored on a 5-
point Likert scale as to the subjects’ degree of agreement with 
how well it describes them. Each dimension is scored as the 
average of the scores given to each of the statements of that 
dimension. 
The inventory measures the Big Five Factors of personality: 
Extraversion, Agreeableness, Conscientiousness, Neuroticism, 
and Openness to Experience. The BFI-44 has shown strong 
internal consistency, retest reliability and clear factor structure, 
as well as considerable convergent and discriminant validity 




when compared to the existing longer Big Five measurement 
instruments. 
3.3 Research Questions 
In order to carry out this analysis, research questions had to be 
defined. A research question starts normally with doubt, but it 
is familiarity with a subject that enables a research team to 
correctly formulate such questions (Farrugia, Petrisor, 
Farrokhyar, & Bhandari, 2009). As such, having as departure 
point the doubts raised by the objectives of the current study 
and combining that with the experience of the team in studying 
entrepreneurs’ personality traits, the following research 
questions were formulated: 
1. Do young entrepreneurs have different entrepreneurial 
psychological traits when compared to their non-
entrepreneur peers? 
2. Do young entrepreneurs have different personality traits 
when compared to their non-entrepreneur peers? 
3. Do young entrepreneurs show higher scores in what 
concerns Extroversion and Agreeableness of the BFI-44, and 
therefore have potentially higher (social) networking skills 
than their non-entrepreneur peers? 
At this point, it is important to emphasise that this study 
focusses particularly on the capabilities of creating 
collaborative and commercial networks, i.e. networks of 
contacts that may help to improve product/service 
development and/or sales. 
3.4 Type of Study 
To answer the research questions and to achieve the main 
objectives of our study a transversal, descriptive, analytical and 
correlational analysis was performed. Data were treated using 
IBM® SPSS® Statistics, Version 23, for macOS.  
4. Results 
The main objective of this research was to identify if there was 
evidence that entrepreneurial young adults present different 
traits than their non-entrepreneurial peers and specially in the 
traits that can give evidence of the lack of networking 
capabilities. As such, the results will be presented by comparing 
the respondents that are developing entrepreneurial projects 
with the ones that are not. 
The first step of our analysis was to compare both groups of 
respondents, based on their scores on the Portuguese 
Entrepreneurial Psychological Traits Inventory. As can be 
observed in Table 2, the average score of the people 
developing an entrepreneurial project is considerably higher 
for all measured dimensions as well as for the overall score.
 
Table 2 - Average Scores and Standard deviations on the PEPTI 
Developing an entrepreneurial project Pragmatism Comfort Acceptance Overall 
Yes 
M 4.59 4.72 5.16 4.83 
SD .618 .729 .530 .418 
N 60 60 60 60 
No 
M 3.96 3.78 4.38 4.04 
SD .667 .908 .752 .579 
N 271 271 271 271 
Total 
M 4.07 3.95 4.52 4.18 
SD .702 .949 .777 .630 
N 331 331 331 331 
 
The results presented in Table 2, are in line with the results of 
previous studies using the same measurement instrument 
(Galvão & Pinheiro, 2016, 2017; Martins et al., 2017), and also 
in our case show that entrepreneurial individuals have higher 
levels of pragmatism, a higher need for comfort and also higher 
needs for acceptance by the community and their peers. These 
results, answer our first research question partially, as the 
young entrepreneurs in our sample show higher 
entrepreneurial psychological traits than their non-
entrepreneur peers, although not answering if these higher 
scores are statistically significant. 
In what concerns the Big Five personality traits, the results 
presented in Table 3, show that, for the exception of 
neuroticism, the respondents working on an entrepreneurial 
project score higher on the remaining four dimensions than 
their non-entrepreneurial peers. 
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Table 3 - Average Scores and Standard deviations on the BFI-44 
Developing an entrepreneurial 
project 
Extroversion Agreeableness Conscientiousness Neuroticism Openness 
Yes 
M 3.49 3.79 3.63 2.82 3.79 
SD .516 .395 .552 .666 .397 
N 60 60 60 60 60 
No 
M 3.30 3.71 3.53 2.88 3.51 
SD .658 .481 .561 .654 .512 
N 271 271 271 271 271 
Total 
M 3.34 3.73 3.54 2.87 3.56 
SD .638 .467 .560 .656 .505 
N 331 331 331 331 331 
 
However, contrary to what is observed in Table 2, the score 
differences in what concerns the Big Five personality traits, 
presented in Table 3, are less accentuated. These results 
answer our second research question partially, as they show 
higher scores for young entrepreneurs for four of the five 
dimensions of the Big Five personality traits, when compared to 
their non-entrepreneur peers, however not proving that these 
differences are statistically significant. The differences 
observed in Table 3 are in line with results of previous studies, 
where entrepreneurs, on average, scored higher on specially 
Extroversion, Agreeableness and Openness to new experiences 
(Shipilov et al., 2014; Wanberg & Kammeyer-Mueller, 2000). 
For the next step of our research, we performed the Kolgmorov-
Smirnov and Shapiro-Wilk normality tests, together with visual 
observation of the data distribution, to understand if the 
observed data followed or not a normal distribution. The results 
of these tests are presented in Table 4, and show substantial 
differences between both tests, especially in what concerns the 
data from the Big Five dimensions.
 
 Table 4 - Tests of Normality (Kolgomorov-Smirnov and Shapiro-Wilk) 
 
Kolmogorov-Smirnova Shapiro-Wilk 
Statistic df Sig. Statistic df Sig. 
Pragmatism .060 331 .006 .984 331 .001 
Comfort .094 331 .000 .982 331 .000 
Acceptance .132 331 .000 .970 331 .000 
Overall Entrepreneurship .039 331 .200* .996 331 .470 
Extroversion .058 331 .009 .993 331 .148 
Agreeableness .066 331 .002 .992 331 .075 
Conscientiousness .061 331 .004 .994 331 .199 
Neuroticism .065 331 .002 .991 331 .053 
Openness .077 331 .000 .985 331 .002 
*. This is a lower bound of the true significance. 
a. Lilliefors Significance Correction 
 
Taking the results presented in Table 4, we would assume, 
according to the Kolgomorv-Smirnov tests, that the observed data 
follows non-normal distributed patterns for all dimensions, except 
for the overall entrepreneurship score. However, notwithstanding 
the results mentioned above, we opted to attribute more 
relevance to the results of the Shapiro-Wilk tests, following the 
recommendations from several existing researchers in this field 
(Ghasemi & Zahediasl, 2012). As such, to perform the inferential 
tests, the option fell on parametric tests for the dimensions where 
the significance level of the Shapiro-Wilk test is above .05 and non-
parametric tests for the dimensions where the significance level is 
below that same threshold. 
 The first inferential analysis we carried out was to identify 
correlations between the 9 dimensions measured by the two 
data collection instruments we used. Notwithstanding having a 
combination of normally and non-normally distributed data, 
the research team opted for measuring correlations between 
the dimensions through Spearman-rank order correlations, as 
this method has been proven to possibly improve power when 
compared to Pearson correlations when there is a combination 
of normally and non-normally distributed data  (Bishara & 
Hittner, 2012).  
The results of the Spearman-rank correlations are presented 
in Table 5, showing a statistically significant relationship 
between most dimensions, although in the majority of cases 
this correlation is negligible due to its small absolute value 
(Mukaka, 2012).




 Table 5 - Spearman-rank Correlations between Dimensions 
 Pragm Comfort Accept Ov. Entr. Extrov Agreeab. Conscien Neurot Open. 
Pragmatism 1.000         
Comfort .324** 1.000        
Acceptance .466** .413** 1.000       
Overall Entrep. .704** .800** .778** 1.000      
Extroversion .322** .082 .188** .251** 1.000     
Agreeableness .184** .166** .214** .243** .219** 1.000    
Conscientiousness .284** .125* .307** .297** .236** .368** 1.000   
Neuroticism -.159** .153** .056 .043 -.267** -.245** -.293** 1.000  
Openness .357** -.001 .253** .230** .422** .128* .209** -.189** 1.000 
** Correlation is significant at the 0.01 level (2-tailed) 
  * Correlation is significant at the 0.05 level (2-tailed 
 
The correlation indices presented in Table 5, although showing 
mostly negligible relationships between the entrepreneurial 
psychological traits as measured by the PEPTI (Galvão & 
Pinheiro, 2017) and the Big Five personality traits as measured 
by BFI-44 (John et al., 1991), are in line with previous findings 
(Martins et al., 2017). 
Up to this point, our analysis has shown that young 
entrepreneurs present higher scores for eight of the nine 
personality and psychological traits dimensions measured in 
this study when compared to their non-entrepreneur peers. 
Our next step was to analyse if these differences between these 
two groups were statistically significant, and there 
extrapolatable to the remaining population. To analyse the 
differences for the four dimensions showing non-normally 
distributed data, we performed Mann-Whitney tests, being the 
results of these tests shown in Table 6.  
 Table 6 - Mann-Whitney Test Results 
 

















Yes 3.79 <.001 
No 3.51  
 
As can be observed from the significance levels presented in 
Table 6Erro! A origem da referência não foi encontrada., the 
test results for all dimensions is <.01, therefore rejecting the 
null-hypothesis that there are no differences between the 
groups. With these results, we can state that there are indeed 
differences in terms of the traits Pragmatism, Comfort, 
Acceptance and Openness between young entrepreneurs and 
their non-entrepreneur peers and that young entrepreneurs 
score, on average, higher on all these four dimensions. These 
results show stronger differences than in the study that 
developed the PEPTI (Galvão & Pinheiro, 2017), as even for the 
dimension Comfort, a statistically significant difference was 
found, while the original study only found statistically 
significant differences for all dimensions in the cases that one 
of the groups was composed out of business owners. However, 
in the original study, former students that were not working 
full-time on an entrepreneurial project, i.e. they were 
employed, were not included in the analysis. Therefore, the 
results of the current study and the study of Galvão and 
Pinheiro (2017) are not directly comparable on this level. The 
statistically significant difference between the two groups in 
what concerns Openness to new experiences is in line with 
previous studies where entrepreneurs scored higher than non-
entrepreneurs (Davis et al., 2016; Wolff & Kim, 2012). 
For the five measured dimensions with normally distributed 
data, independent t-tests were performed, being the results 
presented in Table 7. 
 Table 7 - Independent t-Test Results 
 





















Yes 2.82 .480 
No 2.88  
 
The results of Table 7 show that there is a statistically significant 
difference between the scores obtained by young 
entrepreneurs and their non-entrepreneur peers, on the overall 
PEPTI score and in what concerns Extroversion, scoring the first 
group higher in both dimensions. However, the statistical 
significance of the differences was not proven for the remaining 
dimension, in particular, the dimension Agreeableness, one of 
the dimensions that, according to previous research, may 
positively influence networking capabilities (Jensen-Campbell 
et al., 2003; Nettle, 2006; Shipilov et al., 2014). 
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The results presented in Table 6 and Table 7, give the final 
answers to our three research questions, being these answered 
as follows: 
1. Young entrepreneurs have different entrepreneurial 
psychological traits when compared to their non-
entrepreneur peers, and these four traits are stronger in the 
group of young entrepreneurs. 
2. Young entrepreneurs have different personality traits when 
compared to their non-entrepreneur peers, but only in 
what concerns Extroversion and Openness to new 
experiences, these differences, which translate in higher 
scores, can be considered statistically significant. 
3. Young entrepreneurs do show higher scores in what 
concerns Extroversion and Agreeableness of the BFI-44, but 
only in what concerns Extroversion, these differences can 
be considered statistically significant. Therefore, having, or 
not, potentially higher networking skills than their non-
entrepreneur peers, is not proven, as Agreeableness plays 
an equally important role in networking skills and no 
statistically significant differences were proven. 
5. Conclusions and Recommendations 
The results of our study confirm, as in several other studies, that 
there are indeed differences in the psychological and 
personality traits of entrepreneurs and non-entrepreneurs 
(Galvão & Pinheiro, 2016, 2017; Jensen-Campbell et al., 2003; 
Martins et al., 2017; Shipilov et al., 2014). In the used sample, 
the subjects developing an entrepreneurial project score on 
average higher on all entrepreneurial psychological traits from 
the Portuguese Entrepreneurial Psychologic Traits Inventory as 
well as on the overall score of this same inventory, and the 
observed differences are statistically significant. In what 
concerns the Big Five personality trait there were also 
differences between the two subgroups, with the 
entrepreneurial young adults showing higher scores on 
Extroversion, Agreeableness, Conscientiousness and Openness 
to new experiences, and lower scores on Neuroticism. 
However, only for the dimensions Extroversion and Openness 
to new experiences, the measured differences have shown 
statistically significant. 
This study builds on these previous findings, adding a new 
objective, that is, to find psychological and personality traits 
that may need to be enhanced to improve entrepreneurial 
performance, such as studied here, the personality traits 
Extroversion and Agreeableness, to enhance (social) 
networking capabilities.  
Given the results as mentioned earlier, and particularly in what 
concerns the personality trait Agreeableness, the fact that the 
differences are not statistically significant, may be an indication 
of why Portuguese entrepreneurs underperform in terms of 
networking abilities. As pointed out in other studies, high scores 
for this trait, are an indication of potentially higher (social) 
networking capabilities (Shu et al., 2018; Wolff & Kim, 2012) 
and therefore, the non-existence of statistically significant 
differences between the entrepreneurs in the sample and the 
remaining respondents, may indicate that Portuguese 
entrepreneurs have a less strong trait than would be considered 
ideal for enhancing networking capabilities. 
Our study’s starting point was one of the conclusions of Ács et 
al. (2017) in the Global Entrepreneurship Index 2018, where it 
is stated that Portugal’s weakest area in what concerns 
entrepreneurship is networking. On the other hand, several 
studies conclude that Extroversion and Agreeableness are two 
personality traits directly related to networking capabilities 
(Denissen & Penke, 2008; Forret & Dougherty, 2001; Jensen-
Campbell et al., 2003; Lee & Tsang, 2001; Nettle, 2006; 
Wanberg & Kammeyer-Mueller, 2000). 
Given the aforementioned, we can conclude that there may 
indeed be a need to look deeper at the personality trait 
Agreeableness and the eventual relationship of lower 
networking capabilities of Portuguese entrepreneurs and also 
to propose adequate solutions to enhance those capabilities. 
In practical terms, the entrepreneur needs to develop three 
core competences: strategic thinking – for instance, how to 
transform and idea into a business or how to present a value 
proposition to the market that has economical value; vision – 
the capacity to dream, imagine, but also to have the ambition 
to implement; and execution – to be able to implement, set 
goals and apply the correct methodologies to develop their 
projects (Martins et al., 2017). 
Our recommendation, based on existing studies as well as on 
the current one carried out by our team, is to implement a 
psychological coaching programme alongside the 
entrepreneurial programmes, as the latter focus mainly or 
sometimes even exclusively, on hard-skills and entrepreneurial 
methodologies, leaving the soft-skills or behavioural or 
psychological traits aside. These psychological coaching 
programmes would both serve to evaluate and map the 
entrepreneur’s traits as well as to help him or her to better 
understand themselves and, through that, better adapt to what 
it takes to be an entrepreneur on several levels. Other studies 
in Portugal have concluded that such programmes would help 
the entrepreneurs to overcome better the hardships of starting 
an entrepreneurial project (Galvão, Pinheiro, & Fernandes, 
2016; Martins et al., 2017). 
Through psychological coaching, the entrepreneurs will better 
understand their personality traits, their personal and 
professional maturity, their shortcomings and simultaneously 
plan and implement development actions that will capacitate 
them for the several challenges that come with developing a 
business project. Coaching, as a useful tool in developing and 
enhancing entrepreneurial traits, has been mentioned in 
several different studies (Premand et al., 2016), and helps the 
entrepreneur to identify traits, behaviours or preconceived 
beliefs that limit their capabilities and simultaneously to 
analyse and deconstruct these limiters. 




From the several definitions of coaching, we opt, in this context, for 
defining Coaching psychology as “being the systematic application 
of behavioural science to the enhancement of life experience, work 
performance and well-being for individuals, groups and 
organisations who do not have clinically significant mental health 
issues or abnormal levels of distress” (Grant, 2006, p. 16). In this 
context, the coach works together with the coachees, the 
entrepreneurs, and helps them to identify and construe possible 
solutions that allow them to reach set out goals. 
The proposed methodology is the integrative model of 
psychological coaching, where the coachee, the entrepreneur, is 
understood as intrinsically creative, resourceful and complete 
(Whitworth, Kimsey-House, Kimsey-House, & Sandahl, 2007), 
adapted to face changes and with a global vision. This 
methodology has strong roots in a humanistic approach to 
coaching, based on the works of several authors such as Goleman 
(1995) and Maslow (1954), and has as central principle, that 
individuals have natural skills to develop themselves aiming at an 
optimised functioning and that emotions have a real influence on 
economic activity and leadership. 
The objectives of this programme are to promote abilities 
among the young entrepreneurs in order for them to 
accomplish their best personal development as well as to 
achieve their goals in their professional life. This proposal 
intends to contribute to an education that promotes the 
development of mindsets, knowledge and competences that 
are relevant for entrepreneurship and is fully aligned with the 
best existing practices.  
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